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Volume 119 Numbers 1, 2, 3, 4, 5, and 6 


On this and the following pages are listed the special feature material published in OFFICE 
APPLIANCES magazine during the first half of 1964. Articles are classified by subject to 
permit easy and convenient reference. 


| MANAGEMENT (administration) 





EDGAR NOLL--MISTER NOMDA. OFFICE APPLIANCES' "Office Equipment Dealer of 
the Year Award" for 1963 goes to Edgar Noll, president Noll Business Machines, Inc., 
Philadelphia, Pennsylvania, who has eminently distinguished himself in his field. 
February, 1964, pages 28-31 & 120. 


ATLAS AUTOMATES ORDERING SERVICE. Louis Polonsky, president, Atlas Stationers, 
Los Angeles, Calif., says his company has spent more than six years perfecting its 
system, which it calls "Order-Mation." Like most vendors now employing data trans- 
mission techniques, Atlas is using card reader devices in conjunction with Data-Phone 
data sets which permit machine-to-machine transmission of data--in this case sales 
orders--by telephone. February, 1964, pages 38, 39, 136 & 137. 


CODE FOR THE OFFICE PRODUCTS INDUSTRY. OFFICE APPLIANCES has sponsored the 
development of a coding system for the office products, industry that opens the way for 
total coordination of products data between dealer, wholesaler, and manufacturer. It is 
the basis for both a manual and machine system to simplify the vast job of record-keeping 
that is inherent to this business. April, 1964, pages 46, 132 & 133. 


Il SALES & SALES TRAINING 





A NEW LOOK AT THE DEALER SALESMAN. Outside salesmen generate the bulk of 
commercial stationery sales. Their hiring, training, and compensation have persistentl y 
been a problem for dealers. To keep abreast of developments in these fields, the editors 
of OFFICE APPLIANCES periodically take a searching look into these sales management 
practices. March, 1964, pages 36, 37, 90& 91. 
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Il SALES & SALES TRAINING -_ cont'd 





DO'S AND DON'TS OF MACHINE SELLING, by Morris Bass. The demonstration in office 
machine selling is the crucial part of the sale. Unless the salesman convinces a prospect 
that the machine will solve his problem or need in a practical way, he will not make a 
sale. In spite of its importance, many office machine demonstrations are disorganized and 
ineffective. March, 1964, pages 42-44. 


IT TAKES WORK TO WIN FRIENDS. Ernest Martin, general manager, Barnum & Flagg Co., 
San Bernardino, Calif., believes reputation is one of the firm's most valuable assets. He 
tries to hire personnel who are interested in the community. And conducts constructive 
sales meetings which are essential to effective selling. May, 1964, pages 46-49. 


YOUR SALESMAN IS YOUR STORE. Customer relations problems are greatly reduced for 
Joe Rowley of Rowley & Schlimgen Office Supplies, Madison, Wis., because he gives his 
outside salesmen authority commensurate with their responsibility. He lets his three sales- 
men make on the spot decisions. This gives the customer more confidence in the salesman 
not only as a businessman Rawley stated, but also as an individual. The problem of the 
salesmen learning how to make these quick, but accurate decisions is lessened by paying 
them on a commission only basis. May, 1964, pages 130-132. 


THE SYSTEMS MARKET IN COPYING PAPERS. An article on the systems market in copying 
papers written by A. W. Sanborn, general manager of the Office Copying Division of 
Nashua Corp. June, 1964, pages 118 & 119. 


lll MERCHANDISING 





B. Store Layout & Display 





6 FLOORS OF TOTAL SERVICE From an initial investment of $300in 1945, Frank Edes has 
seen his Edes & Co. office furniture equipment store grow into one of the most progressive 
in the Philadelphia, Pa. area. March, 1964, pages 38 & 39. 


EASTERN DESIGN--SOPHISTICATED AND MODERN. Arthur Milne of Pacific House, 
Ltd., Tokyo says that the company never accepts a contract as being completed until the 
customer has expressed his complete satisfaction with the job. Pacific House, a veteran 
of 10 years in bringing the finest in office design to firms with offices in Japan, handles 
a wide range of exclusive home and office furnishing imports from leading designers and 
manufacturers in Japan, Southeast Asia, Australia and New Zealand. Japanese Section, 
June, 1964, pages 62-64. 
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Ill MERCHANDISING -_ cont'd 





C. Services 





BUILD YOUR EDP BUSINESS SOUNDLY. Start small and grow. Many dealers are adopting 
this policy to their automation supply business, believing that it is better to master a little 
of the market at a time than it is to tackle it all at once. Among them is Jacobsens, Inc., 
Gary, Indiana. The program is working out very well. January, 1964, pages 38 & 39. 


DESIGN FOR AUTOMATION. Patton Office Equipment, Mineola, L.1., formerly 
specialized in the sale and service of office machines. Today, it is an expanding firm 
specializing in office furnishings. Among its design services is one that is proving out- 
standingl y successful--the layout and specification of data processing departments. January, 
1964, pages 40-42. 


SALES UP AT PRESCOTT 9-1200. The husband and wife team of David and Dolores Stokes, 
who have operated Highland Office Supply for 15 years on Chicago's southwest side, found 
their own "rules" are better guidelines for profit than the pat formulas enunicated by 
business experts. February, 1964, pages 36 & 37. 


2 MARKETS TO SELL. The editors of OFFICE APPLIANCES recently undertook a random 
sampling of large and small establishments in order to discover the role in today's market of 
single piece sales in the operations of the country's office furniture dealers. Larger 
dealerships seem to be following the practice of having their salesmen concentrate on the 
design package without ignoring, at the same time, lucrative replacement and fill-in sales. 
April, 1964, pages 32-35. 


MEDICAL RECORDS--A SYSTEMS BONANZA. Paul Killian, office products dealer, of the 
Paul Killian Equipment Co., Chicago, Ill. made a very important sale to the West 

Suburban Hospital in Oak Park, Ill. It was not only profitable, but perhaps more important 
it opened his eyes to the vast new world of systems. It proved to him that in this area of 
office procedures is a rich field that warrants closer attention. April, 1964, pages 36-39. 


LET'S COMMUNICATE... This article was written by Donald S. Frey, legal counsel for 

the Wholesale Stationers’ Association, Inc. It emphasizes the need for better communica- 
tion among the manufacturer, wholesaler, and dealer. He discusses the objectives of the 

WSA's Program of Communication and the tools needed to achieve these objectives. May, 
1964, pages 121-126. 


JAPAN--INTERNATIONAL MARKET. Maruzen Co., Ltd., Tokyo, Japan has a store policy 
to try as hard as possible to please each customer. The present trend toward greater liber- 
alization of imports by the Japanese Government is enabling Maruzen to import greater 
quantities of sought-after merchandise. At the same time, however, certain items now 

made under the company's own brand names face increased competition from imports. 
Japanese Section, June 1964, pages 60 & 61. 
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IV — MARKET RESEARCH 





AUTOMATION REPORT 1964. Technological improvements in machines and equipment 
revolutionize office procedures to an almost unbelievable degree. Demands upon the office 
products dealer particularly will necessitate a radical departure from selling methods that 
have proved adequate in the past. Specialization will assume major importance; anda 
deep, analytical knowledge of office systems and procedures will be an absolute requisite 
for successful selling. January, 1964, pages 34-37. 


THE NEW WESTERN MARKET. As a result of a survey conducted by the editors of OFFICE 
APPLIANCES, three reasons are given why the Western market is growing. Western dealers 
and manufacturers give their opinions as to what the future holds for the Western states. 
Western Convention Section (distributed exclusively to Western subscribers only), February, 


1964, pages 64A-64). 


SPIRALING SUPPLY MARKET. The editors of OFFICE APPLIANCES recently conducted a 
survey among commercial stationery dealers in the United States. The results indicate a 
continuation of the upward spiral which the industry has enjoyed for the past number of 
years. The average gain in stationery and supply volume in 1963 over the preceding year 


amounted to 8.56%. March, 1964, pages 34 & 35. 


DEALER DILEMMA IN THE SCHOOL MARKET. An in-depth study of the school situation, 
prepared especially for this issue of OFFICE APPLIANCES, discovered elements of oppor- 
tunity and danger for those competing for a share of the market. May, 1964, pages 40-45. 


60 YEARS IN THE OFFICE PRODUCTS INDUSTRY. During the first decade of this century, 
much was accomplished toward establishing the industry as an entity. With this magazine 

serving an important part, the first association of dealers and manufacturers was formed. A 
high percentage of the new dealerships founded during this period considered themselves to 
be complete office outfitters. For the first time, the outside salesman became recognizable 
as a standard member of the dealer's staff. Anniversary Section, June, 1964, pages 40 & 41. 


THE DEALER--KEY TO PROGRESS. In order to present a meaningful review of the office 
products dealer over the past six decades, the editors of OFFICE APPLIANCES surveyed a 
broad cross section of its subscribers, in every state, and in every type of community. The 
response represented about 20 per cent of the total sample, so the facts developed may be 
considered as a conclusive barometer of dealer experience during this period. Anniversary 


Section, June, 1964, 42-45. 


PRODUCTS=--A CONSTANTLY CHANGING SCENE. The office products field has lived 
and prospered on the strength of the products that it has had to sell. And over a period 
of sixty years, this has presented a constantly shifting array, as new office methods and 
procedures set up new requirements, conversely, as new product ideas were developed to 
permit more efficient >ffice techniques. Anniversary Section, June, 1964, pages 46-49. 
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1V MARKET RESEARCH -_ cont'd 





PROBLEMS--AND A LOOK AHEAD. Results of a survey conducted by OFFICE APPLIANCES' 
editors show that: Dealers need manufacturers, and just as surel y--manufacturers need 
dealers. Too many manufacturers do not know how their products are sold, or should be 

sold by the dealers. This industry must have a new source from which to draw the new 

skilled people it needs. And the office products dealer is not moving rapidly enough into 

the data processing market. Anniversary Section, June, 1964, pages 50 & 51. 


V PRODUCT DATA 





D. Business Forms 





Introducing THE FORM OF THE MONTH, by E. C. Klumpp, president ECCO Business 
Systems, Inc. First in a series of articles titled, "Form of the Month." Designed for 
dealers and their salesmen, the series will illustrate and discuss a modern business form. 
The form presented this month is the three-part Repl y-Message form which can be used 
by practically every business organization, institution, church, school, etc. February, 


1964, pages 32-35. 


The Form of the Month. TWO STEP TIME SAVER, by E. C. Klumpp, president ECCO 
Business Systems, Inc. The Invoice and Delivery Receipt form is a versatile system with 
broad usage by many types of businesses. It is demonstrated in this second article of the 
forms series. March, 1964, pages 40 & 41. 


The Form of the Month. ONE DOES THE JOB OF TWO. (ONE FORM SAVES FIVE 
GRAND) by E. C. Klumpp, president ECCO Business Systems, Inc. Third in a series of 
articles, the form selected for this month's review demonstrates how two forms, one 
typed, the other handwritten--both written at separate times--were combined into one 
set of forms--and the same results achieved through one writing. This system practicall y 
guaranteed that invoices could be priced and mailed the same day shipment was made. 
April, 1964, pages 42-44. 


The Form of the Month. SYSTEM INSURES SPEED AND ACCURACY, by E. C. Klumpp, 
president ECCO Business Systems, Inc. The solution to a Billing-Shipping-Package- 
labeling problem is illustrated in this fourth Form of the Month system. May, 1964, 
pages 52-54. 


The Form of the Month. REPLAYING TELEPHONE RECORDS, by E. C. Klumpp, 
president ECCO Business Systems, Inc. Fifth in a series, the telephone message form. 
Phone call messages should be recorded in duplicate and preferably in triplicate. The 
greatest value of this system will accrue to those companies which receive many incoming 
calls for their salesmen or other outside employees. June, 1964, pages 52-54. 
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VI OFFICE DESIGN 





THE GREAT CHAIR STUDY. Pictured are four chairs which were subjected to a study by 
the Institute of Design, Illinois Institute of Technology, Chicago, to postulate some 
theories for design. Office Design Section, May, 1964, pages 168-169. 


NEED FOR A THEORY. Design, and that includes office design, has to be articulated by 
someone before the public will embrace it for its true value, says Jay Doblin, director of 
the Institute of Design, Illinois Institute of Technology. Office Design Section, May, 
1964, pages 170-173. 


BOOKS OF ALL TIME MOST IMPORTANT TO AN UNDERSTANDING OF DESIGN AND 
BOOK REVIEWS. Lists of books compiled by leading designers to give perspective to the 
design experience. Each book holds a facet of understanding for the practicing designer 
and student alike; and all provide fascinating and rewarding reading. Office Design 
Section, May, 1964, pages 174-178. 


A. _ The Art of: 





NEW SAVINGS FOR A BANK. Raoul Du Brul of the Raymond Loewy/William Snaith 
office directed the design of the two story L-shaped building which co-ordinates the 
Springfield Institution for Savings, Springfield, Massachusetts, bank functions within an 
inviting environment. Office Design Section, January, 1964, pages 113-117. 


NEW CIVIC PRIDE FOR NEW ROCHELLE. The conversion of a former junior high school 
to accommodate quarters of the city government has spurred a new sense of pride in the 
citizens of New Rochelle, N.Y. Elise Gross, A.|.D. worked with Fred W. Lyon, 
architect and mechanical engineer, as consultant for the interiors which feature the heavy 
use of wood, glass and aluminum. Office Design Section, January, 1964, pages 118-120. 


BECAUSE OF THE HUMAN ELEMENT. Man's ability to think is an essential element of 
today's office, essential that is, if he can think in a concentrated manner. He does this 
best in an environment that is at least non-distracting and at most refreshing. There area 
number of means available for the designer to employ in the design of an environment 
conducive to constructive work in the office. Office Design Section, February, 1964, 


page 89. 


PROJECTING YOUR CLIENT TO THE PUBLIC. One of the most impressive private 
collections of cigar store Indians in existence today is displayed throughout the new head- 
quarters of the General Cigar Co. in New York City. Fourteen of these nostalgic 
products of American folk art were employed by Jay Dorf, A.1.D. Office Design Section, 
February, 1964, pages 90-91. 
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IV OFFICE DESIGN -_ cont'd 





A. The Art of: 





ACCOMMODATING INDIVIDUAL WORK HABITS. The practice of office design centers on 
the constant of solving problems. The art deals with the flexibility of the designer to 
recognize what the problem really is and then to solve it on its individual terms. Robert 
Hunker, principal of Robert L. Hunker Associates of Peninsula, Ohio, recently displayed its 
mastery of the art when he designed the executive suite for the Miami (Fla.) Herald. 

Office Design Section, March, 1964, pages 132-136. 


OFFICE WITHOUT WINDOWS. Architects--Frazier, Raferty, Orr and Fairbank of Geneva, 
II|.--have done much to alleviate the monotony of a windowless space--through the wise 
use of color at the All-Steel Equipment, Inc., headquarters on the edge of Aurora, Ill. 
Office Design Section, April, 1964, pages 121-127. 


B. The Technology of: 





REFLECT YOUR CLIENT'S TASTE. Pictures for Business, Inc. of New York City helped a 


number of client's select their artwork to complement their personalities. (illustrated) 
Office Design Section, February, 1964, pages 92-94. 


THE IMPORTANCE OF ART IN THE OFFICE. A number of art outlets have emerged in 
recent years to provide the selection and framing services needed by today's designers of 
commercial interiors. Karl Mann, head of the New York City firm which bears his name 
and one of the pioneers in this field, is the author of this article. Office Design Section, 
March, 1964, pages 137-139. 


.. The Business of: 





STUDIO OPERATION OF OFFICE DESIGN. Independent and staff office designers have 
a new competitor: The studio! Though this method of operation seems to be localized in 
the Midwest at this time, it's difficult to say just how widespread it is. The difficulty 
arises from the reticence on the part of studio men to talk about their business. Provoked 
by this shroud of mystery, the editors of OFFICE DESIGN conducted a survey of its readers 
to find out what they knew or thought of their new confreres. The consensus was that the 
studio man was the only one to gain from such an operation, not the designer nor the 
client. Office Design Section, March, 1964, pages 128-131. 
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On this and the following pages are listed the special feature material published in OFFICE 
APPLIANCES magazine during the second half of 1964. Articles are classified by subject to 
permit easy and convenient reference. 


| MANAGEMENT (administration) 





AUTOMATION CAN BE A MAJOR DEALER ASSET. T. C. Hailes, manager of the Datacase 
Division of Steelcase, Inc., Grand Rapids, Mich., says that automation, which at one time 
was considered detrimental to the office furniture business, actually can be a new avenue to 
additional volume and profits--providing dealers change some of their sales procedures. 
July, 1964, pages 84 & 85. 


THE YEAR AHEAD '65. The current economic boom, which entered its 46th month in 
December, will continue at least through the first half of 1965. This is the considered 
opinion of most business analysts, who found 1964 to be a banner year for sales and profits. 
December, 1964, pages 26-27. 


DEALERS LOOK AHEAD WITH CONFIDENCE, A feeling of confidence about business in 
1965 prevails among the greater majority of office equipment dealers. Only a few, who are 
concerned about the effects of certain local situations, express apprehension about the 
future. These conclusions were reached by the editors of OFFICE APPLIANCES after con- 
ducting a random sampling of dealer opinion throughout the United States. December, 1964, 
pages 28-31. 


Il SALES & SALES TRAINING 





TRAINED MEN GET RESULTS. This second part of the Promote for Profit series discusses 
ways to train and coach the salesmen who will put the campaign over. October, 1964, 
pages 44-47. 


A SPARK TO MAKE ITGO., This article discusses several methods to motivate salesmen to 
do a better job. One of the best ways to accomplish this is with a contest. Also, several 
methods were discussed for paying salesmen during a promotional program. October, 1964, 
pages 48-51. 
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Il SALES & SALES TRAINING - cont'd 





A HAND AT THE CONTROLS. Here are some points of good sales direction that help a 
promotional campaign achieve its goals--and build a stronger selling team. October, 


1964, pages 52 & 53. 


SALES EFFICIENCY-DEALERS' MAIN PROBLEM. More and more dealers are finding that 
it pays to have specialists within their own sales force. Also, they become aware of the 
need for specialization when they decide to emphasize certain lines and discover the 
greatest sales volume can be generated by a salesman who knows the complete application 
of the product in terms of office procedures. December, 1964, pages 32-33. 


Ill MERCHANDISING 





A. Advertising & Promotion 





DISCOVERING THE BUSINESS GIFT MARKET. The giving of gifts by business organizations 


presents the office equipment dealers with the opportunity to sell a wide range of their 


products. No matter what roadblocks may be thrown up, a recent survey reveals, companies 
will continue to use gifts as seasonal greetings, as incentives, and as awards. August, 


1964, pages 34-37. 


THE SMALL CUSTOMER IS BIG BUSINESS. Selling school supplies to students is normally 
done during a relatively short period of time, but if dealers take advantage of some creative 
merchandising techniques, the buying season can be lengthened. August, 1964, pages 


38-41. 


PROMOTIONS START WITH A GOOD PLAN. The first of a three--part series on the "how 
to" of dealer promotion. It demonstrates the step-by-step procedures for staging a money- 
making campaign. September, 1964, pages 42-45. 


ORGANIZATION...MAKES A CAMPAIGN MOVE! Even the best planned promotion can 


get lost without a detailed map to show what is to be done-who is to do it. September, 


1964, pages 47-49. 


6 WEEKS OF ACTION. In much the same way that an army is prepared for a major offensive, 
a dealer's organization uses the weeks before launching a promotion program to finalize the 
plan of attack, perfect the various features of strategy, and check all details to avoid any 
slip-ups. September, 1964, pages 50-53. 


CAMPAIGNS GEARED FOR OUTSIDE SELLING. Art Webb, assistant sales manager and 
advertising director for Doubleday Bros. & Co., Kalamazoo, Michigan is constantly con- 
ducting promotions on all types of items. They strongly believe in them because it spurs 
salesmen to increase distribution of its product lines. The Promote for Profit series concludes 
with examples of successful dealer promotions that prove the payoff. November, 1964, 


pages 36-39. 
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ll] MERCHANDISING - cont'd 





STORE HUB OF TOOF PROGRAM, Memphis dealer observes 100th anniversary with in-store 
promotion. In preparing for the 100th anniversary of S.C. Toof & Co., Memphis, Tenn., 
officials of the firm discovered a number of celebration themes could be developed for presen- 
tation. The purpose behind the event was to thank people for their support, to celebrate the 
anniversary, to promote the company's image as a forward-looking enterprise and, finally, to 
acquaint new and prospective customers with the firm's services. November, 1964, pages 


40-43, 


PROMOTING THE UNITED WAY. An outstanding example of planned and coordinated 
promotion for office equipment dealers centers around a program developed in 1961 by United 
Stationers Supply Co., Chicago. While this is a package campaign available to dealers 
from United, one of the country's leading commercial stationery wholesale firms, it is based 
on a broad experience in retail sales. November, 1964, pages 44-47. 


B. Store Layout & Display 





NEW STORE TRIBUTE TO SILVER'S GROWTH, An example of converting a building designed 
for one kind of business to another totally unrelated use, through remodeling and moderniza- 


tion, is the new headquarters of Silver's in Highland Park, Mich., located close to Detroit. 
Silver's is one of the area's largest merchandisers of office products. July, 1964, pages 


40841. 


UTAH DEALER INSTALLS-STOP CENTER, With the completion of its recent expansion and 
remodeling program, the staff at Weber Office Supply Co., Ogden, Utah, feels confident 
they have the largest and most comprehensive operation under one roof of its kind in the 
Intermountain area. July, 1964, pages 42 & 43. 


NEW STORE STIMULATES CASH SALES. "In the weeks since we moved into the new store, 
our cash business has been as good or better than at all of our previous locations together, " 
reports George F. Cornell, owner of Cornell's Stationers, 647 E. St., Chula Vista, Calif. 

September, 1964, pages 116-117. 


C. Services 


‘SOLVE CUSTOMER'S PROBLEM' ...POMERANTZ. The business philosophy of its founder 
continues to motivate employees of the Philadelphia, Pa., firm of A. Pomerantz and Co. 
By catering to all the businessman's needs, A. Pomerantz saw his firm evolve into a depart- 
ment store for businessmen, which was his intention all along. July, 1964, pages 36-39. 


50 YEARS...PAXTONS IS STILL GROWING, "Let's Talk Business," the first sign greeting 
a customer as he enters Paxtons, Inc., an office supply and equipment firm located in 
Bloomington, IIl., gives a clue as to the reason for its continuing success. On May 20, 
Paxtons celebrated its 50th year of giving service to the businessmen of the central Illinois 
region. July, 1964, pages 44-46. 
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V__PRODUCT DATA 





B. Machines 





NEW LOOK FOR OLD MACHINES. "If you're not proud of it, don't pass it on!" That's 

the slogan which is followed at the H. C. Fox Co., 1308 N. Halsted St., Chicago, Ill., 
and explains why only the highest quality work is performed by this office machine refinishing 
firm which offers a unique service to dealers. December, 1964, pages 74 & 75. 


D. Business Forms 





DESIGNED FOR THE HARDWARE. A system which has integrated; (1) invoicing, (2) accounts 
receivable recording and updating, and (3) inventory control is presented, and in this article 
more attention is being placed on "hardware," meaning filing equipment, tabulators, com- 
puters and a variety of other business machines, than on form design. August, 1964, pages 


42-44, 


THE LETTERHEAD--A NEW BUSINESS FORM, The form discussed this month involves the simple 
letterhead. In the past, letterheads were always produced by letterpress printers, lithographers, 
thermographers, or engravers. They are now making a snapout letterhead which gives a clear 


carbon copy. October, 1964, pages 154 & 155. 


HOW TO IMPROVE A PURCHASE ORDER, BY E. C.Klumpp, president ECCO Business Systems, 
Inc. Every systemsand forms designer should keep a bound catalogue of "before" and "after" 
sample forms he has designed. If "a picture is worth a thousand words," then this portfolio of 
forms will tell your prospective purchaser or client far more graphically what your design 
know-how can do for him. December, 1964, pages 34-35. 


VI OFFICE DESIGN 





INTERNATIONAL DESIGN CONFERENCE IN ASPEN, 1964. Panelists from various design 
fields present their views at the International Design Conference in Aspen: 1964, on freedom 
from disciplines and existing restraints. Office Design Section, September, 1964, pages 


188-197. 


OFFICE DESIGN WHITE PAPER, The technological advances made during World War II have 
set off a series of developments that have contributed to the ease and efficiency of our lives. 
The office designer is in a position to aid in the resolution of this dilemma or abdicate his 
influential role, but he can no longer remain immune to the explosive problems of the 
Technological Age. November, 1964, pages 155-159. 
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VI OFFICE DESIGN - cont'd 





THE NEW DESIGNER, by William Katavolos. Katavolos says the designer must become a 
generalist, a correlator of a number of current disciplines. "The design-correlator," he 

says, "continually evaluates the existing products, and motivated by changing needs and 
manufacturing norms, makes operational our complex products." November, 1964, pages 


160-161. 


MORE MIES. Last month, the four pieces of furniture designed by Ludwig Mies van der Rohe 
shown here were added to the collection of furniture produced by Knoll Associates, Inc. 
Aside from their distinctive appearance, the four new pieces bear the importance of repre- 
senting the design convictions of one of the 20th century's most influential architects. 
November, 1964, pages 162-164. 


A. The Art of: 





BACARDI TOAST TO MIAMI. The offices of Bacardi Imports, Inc., in Miami occupy less 
than 20 percent of its site on Biscayne Blvd. The eight-story building has a freedom about 
it which is accentuated by its open plaza, achieved by the architect, Enrique Gutierrez 


of Sagmac International, Puerto Rico. The interior space was designed by Adella P. Estrada 
and Alberto Fernandez Pla. Office Design Section, August, 1964, pages 81-85. 


MANHATTAN MARITIME HEADQUARTERS. The new headquarters of the National Maritime 
Union of American, AFL-CIO, on Seventh Ave. in Manhattan's Greenwich Village were 
designed by New Orleans architect, Albert C. Ledner. Office Design Section, August, 
1964, pages 86-87. 


B. The Technology of: 





AN ANTHROPOLOGICAL VIEW OF SPACE, Proxemics-a report of anthropological research 
conducted by Dr. Edward T. Hall. This new study which codifies the way in which man gains 
knowledge of what is going on in other people's minds by observing their behavior at varying 

degrees of proximity. It also is providing information about human characteristics with which 
the office designer must deal daily. Office Design Section, July, 1964, pages 112-116. 


C. The Business of: 





FURNITURE DESIGNS OF CANADA. As a group, Canadian manufacturers of office furniture 
fill the needs of their own country and have a lively export as well to the United States, 
Europe, South America, Australia, South Africa and the West Indies. Office Design Section, 
September, 1964, pages 198-200. 





